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Director’s 

Comments 


The  Warriors  of  the  6th  Marine  Corps  District  once 
again  proved  their  mettle,  closing  the  door  tightly  on 
Fiscal  Year  1987,  successfully  meeting  and  exceeding 
all  our  mission  requirements. 

I am  extremely  proud  of  your  efforts  and  of  your 
achievements  this  past  year.  Let  me  just  highlight 
several  of  these  significant  achievements  attained  by  our 
magnificent  recruiting  force  in  FY  87. 

-The  6th  MCD  recruiters  attained  116%  of  our  net 
new  contract  mission  as  opposed  to  1 1 1 % last 
year. 

--Our  APR  jumped  up  to  1.78  in  FY  87  compared  to 
1.62  in  FY  86. 

-Our  combined  pool  and  MCRD  attrition  was  the 
lowest  in  the  nation! 

-Our  total  force  start  pool  for  FY  88  is  an  impressive 
66.6%.  This  is  a jump  of  more  than  15 
percentage  points  from  our  51.5%  pool  of  last 
year. 


--Our  OSOs  shipped  more  than  110%  of  their  assign- 
ed FY  87  mission  and  made  or  exceeded  every 
category.  In  fact,  our  OSOs  provided  six  over- 
ships that  helped  other  Districts  achieve  their 
missions. 

I follow  your  recruiting  efforts  every  day.  It  is  obvious 
that  your  success  involved  the  intelligent  use  of  the 
Command  Recruiting  Program,  the  use  of  your  high 
quality  pool,  and  the  employment  of  all  "supporting 
arms."  We  must  continue  to  use  these  programs  in 
order  to  maximize  our  efforts  in  a competitive  market. 

Congratulations  to  each  recruiter  and  every  Marine 
who  supported  the  recruiters'  efforts  in  an  outstanding 
year.  Similarly,  be  assured  that  I am  keenly  aware  of 
and  sincerely  appreciate  the  fine  support  of  the  District 
Warrior's  wives.  I am  prepared  and  honored  to  lead 
the  attack  into  FY  88.  With  your  continued  enthusiastic 
support,  we  will  have  an  extremely  successful  year. 

Semper  Fi 

(}'  e' 


Uncovered 


A Parris  Island  recruit 
concentrates  on  his  turn  to 
fire  at  the  rifle  range.  Re- 
cruits firing  the  M16-A2 
rifle  are  just  one  aspect  of 
recruit  training  Command 
Visit  guests  view  at  the 
Recruit  Depot.  For  insight 
into  how  Command  Visits  are 
viewed  as  valuable  by  re- 
cruiters, please  see  story 
pages  8 & 9.  (USMC  photo  by 
Sgt  Joe  Sawyer,  District 
Photographer) 
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miSy  Night  achieves 


By  SSgt  Douglas  W.  Allen 
BANCO  RS  Macon 


The  recruiters  of  RSS 
Jonesboro,  Georgia, 

recently  hosted  a "Family 
Night"  which  turned  out  to  be  more 
profitable  than  expected. 

They  contracted  three  people  as 
a direct  result  of  the  family  night, 
even  though  the  intent  was  to  share 
information  and  aquaint  the  families 
and  friends  of  their  poolees  with 
the  Marine  Corps  family. 


"Because  I'm  new,  I wanted  to 
meet  the  poolees  and  their  parents," 
explains  Master  Sergeant  Kenneth 
Lewis,  NCOIC,  RSS  Jonesboro,  Ga., 
who  has  been  aboard  only  two 
months.  "I  also  wanted  a chance  to 
answer  the  questions  that  I knew 
the  parents  would  have."  He  adds 
that  the  original  purpose  was 
accomplished  quite  well. 

Each  of  the  Jonesboro  recruiters 
wore  different  uniforms  so  the 
attendees  could  see  an  example  of 
Summer  Service  "A",  Blue  Dress 


and  the  SNCO  mess  dress  uniform. 

Each  of  the  recruiters  then  told 
about  his  primary  job  in  the  Marine 
Corps  and  a little  about  his  career 
to  give  the  quests  a first-hand 
account  of  life  in  the  Corps. 

Then,  Captain  Robert  W.  Rail, 
Executive  Officer,  RS  Macon,  Ga., 
gave  a presentation.  He  explained 
special  programs,  such  as  CEP, 
QEP,  MECEP,  NROTC;  and 
educational  opportunities  like  the 
G.l.  Bill  and  tuition  assistance. 

The  participation  was  more  than 
expected,  according  to  MSgt  Lewis. 
Of  the  102  people  in  his  pool,  60 
attended,  along  with  family  and 
friends  for  a total  of  about  250. 
The  concept  of  a family  gathering 
was  enhanced  by  a covered  dish 
dinner  which  the  guests  provided. 

The  highlight  of  the  evening  was 
the  question  and  answer  session 
during  which  MSgt  Lewis  and  Capt 
Rail  belayed  any  doubts  the  parents 
may  have  had. 

They  fielded  questions  like: 

"Can  my  son  call  home?"  (The 
reply:  No,  recruits  only  are  allowed 
to  call  home  when  the  need  arises, 
on  a case  by  case  basis.) 

"Can  my  son  write  home?"  (Yes. 
Recruits  are  given  free  time  every- 
day and  are  encouraged  to  write 
home.) 

"What  should  my  role  as  a parent 
of  a Marine  be?"  (The  answer  was, 
Be  supportive  especially  during 
recruit  training.  And  provide 
referrals  which  will  enhance  your 
son  or  daughter's  promotability.) 

The  camaraderie  between  the 
Marines,  poolees  and  parents  grew 
as  the  evening  progressed.  The 
family  night  went  so  well  that  the 
recruiters  at  Jonesboro  plan  to  hold 
another  one  in  about  six  months, 
when  most  of  the  pool  has  changed. 

When  asked  how  the  evening 
went,  MSgt  Lewis  responded 
in  true  recruiter  fashion.  "We  had 
three  people  enlist  because  of  the 
family  night.  That's  how  I measure 
success!" 


SSgt  Douglas  W.  Allen 


MSgt  Kenneth  Lewis  encourages  camaraderie  among  the  guests  at  his 
Family  Night. 
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Sgt  Henri  Bradford 


GySgt  Dennis  Ghiselli  shows  MCJROTC  cadets  from 
Lake  Mary  HS,  the  proper  technique  for  competition 
firing. 

Famed  marksman 
instructs  cadets 

By  Sgt  Henri  Bradford 
PANCO  RS  Orlando 


From  its  inception  to  the  present  day,  Marines 
have  been  noted  for  many  standout  character- 
istics. From  the  uniform  itself,  to  the  pride 
and  challenge  of  being  a Marine,  to  the  Corps'  marks- 
manship skills. 

One  group  of  high  school  Marine  Corps  Junior 
Reserve  Officer  Training  Corps  (MCJROTC)  cadets 
got  first  hand  experience  with  Marine  marksmanship 
from  one  of  the  Corps'  reknowned  marksmen. 

Recruiting  Station,  Orlando  sponsored  a marksman- 
ship clinic  on  September  11th  for  the  cadets  of  Lake 
Mary  High  School  at  the  Marine  Corps  Reserve  Center 
in  Orlando.  The  instructor  for  the  event  was  GySgt 
Dennis  Ghiselli,  a member  of  the  Marine  Corps 
International  Shooting  Team,  Marksmanship  Training 
Unit  at  Quantico,  Va.,  and  also  a distinguished 
marksman  in  international  competition. 
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The  purpose  of  the  clinic  was  to  give  the  high  school 
shooting  team  insight  into  competitive  marksmanship 
and  also  lessons  they  can  use  for  their  small  bore 
competition  meets. 

GySgt  Ghiselli  explains  that,  while  the  majority  of 
the  MTU  is  occupied  with  marksmanship  competition, 
events  do  allow  time  for  some  members  of  the  organ- 
ization to  travel  and  give  these  presentations  to  high 
school  and  college  ROTC  units. 

“MTU  usually  sends  out  instructors  for  three  to  four 
trips  in  the  fall  to  instruct  the  ROTC  units,"  he 
continues.  “Currently  though,  an  academics  section  is 
being  developed  to  write  the  Marine  Corps  marksman- 
ship manual  and  also  to  go  out  and  offer  instruction 
that  the  shooters  now  provide  to  take  some  of  the  work- 
load off  them." 


He  got  his  start  on 
competition  shooting  right 
where  these  students  are  now. 


While  marksmanship  primarily  holds  his  attention, 
GySgt  Ghiselli  says  the  instruction  he  gives  to  the 
ROTC  units  is  just  as  beneficial  to  him.  “I've  found 
I teach  myself  as  much  as  I teach  them.  By  that, 

I mean  it  makes  me  think  about  what  I'm  telling  them 
and  it  places  it  in  my  mind." 

Ghiselli  believes  this  type  of  training  is  an  asset  to 
the  school  and  to  the  unit.  “Marksmanship  teaches 
discipline  and,  along  with  what  the  ROTC  unit  instills 
in  the  students,  it's  a good  start  on  the  road  of  life. 
Plus,  with  a little  work,  dedication  and  discipline, 
anyone  can  become  a competition  shooter." 

While  the  gunny  may  be  known  throughout  the 
international  circles  for  his  shooting  abilities,  he  says 
he  got  his  start  on  competition  shooting  right  where 
these  students  are  now. 

“I  got  my  start  in  high  school  with  competitive 
shooting.  We  didn't  have  an  ROTC  unit  so  I had  to 
participate  in  National  Rifle  Association  junior 
matches.  And,  from  the  high  school  level  you  can  learn 
one  of  the  most  important  aspects  of  marksmanship, 
which  is  the  basics.  If  you  can  learn  the  positions, 
support  and  firing  techniques,  the  rest  of  marksman- 
ship is  90  percent  mental  concentration." 

The  gunny  adds  that  this  type  of  program  is  also 
very  beneficial  for  the  Marine  Corps.  “It  shows  a 
different  side  to  it  besides  the  traditional  manner  that 
people  look  at  us.  It  helps  recruiting  and  gives  a good 
feeling  for  the  Corps.  We  can  use  that  positive  outlook 
and  those  ROTC  cadets  for  referrals."  Ghiselli  says 
that,  wherever  he's  been,  the  students  have  been 
great,  really  paid  attention  and  wanted  to  learn  about 
marksmanship.  “And  they're  gaining  some  insight 
into  competitive  shooting,  and  are  shown  the  positive 
aspects  of  weapons  and  shooting. 

“Marine  marksmanship  is  an  exciting  and  demand- 
ing event.  It  teaches  an  individual  a lot  about  himself 
and  the  tools  he  uses.  And  not  only  can  the  principles 
and  basics  of  marksmanship  be  applied  to  competitive 
shooting,"  he  stresses,  “but  to  your  lifestyle  and  life 
itself." 
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Poolee 

functions 

teach 

boot 

camp 

skills 

By  Sgt  Mike  Ford 
PANCO  RS  Nashville 


Taking  part  in  the  "Survival 
Game"  was  just  one  of  a 
list  of  events  on  the  agenda 
of  Recruiting  Substation  Clark- 
sville's September  poolee  meeting. 
Clarksville,  the  smallest  RSS  in 
Recruiting  Station  Nashville,  is  re- 
quired to  hold  a poolee  meeting  every 
month,  as  are  all  other  RSS's. 

"The  purpose  of  poolee  meetings 
is  to  motivate  these  young  men  and 


‘Only  in  the  poolee  program 
do  you  have  a satisfied 
customer  coming  in  contact 
with  the  kind  of  people 
we  're  looking  for  on  a 
day-to-day  basis. ' 


women  and  to  prepare  them  for 
Marine  Corps  boot  camp,"  says 
GySgt  E.  P.  Mikula,  NCOIC  of  RSS 
Clarksville.  Behind  the  motivation 
is  the  hope  the  poolees  will  bring 
some  referrals  to  the  RSS  because 
of  their  own  enthusiasm  about  the 
Marine  Corps. 

This  particular  meeting  drew  23 
poolees  and  nine  friends  who  wanted 
to  get  a closer  look  for  themselves. 
During  the  meeting,  held  Sept. 
26  and  27,  they  covered  many 
different  subjects. 


RSS  Clarksville,  Tenn.  recruiters  issue  gear  to  their  poolees  at  the  start  of  the 
weekend  function. 


Saturday  started  off  with  a class  on 
shelter-half  construction  followed 
by  a class  on  camouflage  and  con- 
cealment. After  that  they  were 
given  a safety  lecture  on  the  use  of 
paint  guns  and  how  to  properly 
use  the  equipment  by  Jim  Lively  of 
"The  Nashville  Survival  Games." 
Afterwards,  they  broke  up  into  two 
teams  for  five  45-minute  "survival" 
games. 

Sunday,  the  poolees  collapsed 
their  shelter-halves,  ate  breakfast 
and  were  given  a class  on  compass 
reading.  From  there,  they  were 
sent  out  on  a pre-established  com- 
pass course  to  help  build  their 
confidence. 

Nashville's  Recruiter  Instructor, 
MGySgt  William  Boyd,  who  attend- 
ed the  meeting  as  a command  group 
representative,  says  the  poolee 
program  is  the  second-most  valuable 
program  to  the  recruiter.  "Only  in 
the  poolee  program  do  you  have 
a satisfied  customer  coming  in 
contact  with  the  kind  of  people  we're 
looking  for  on  a day-to-day  basis." 
The  Master  Gunny  says  the  trick 
to  successful  poolee  meetings  is 
to  keep  it  interesting  yet  teach  them 
something  that  will  prepare  them  for 
boot  camp.  Good  examples  are 
campouts  or  playing  sports.  "A 
recruiter  could  conduct  an  Initial 
Strength  Test  followed  by  a basket- 
ball game,"  he  adds. 

Basically,  everything  done  at 
poolee  meetings  is  preparation  for 


boot  camp.  If  it's  kept  interesting, 
fun  and  competitive,  the  poolees 
will  stay  involved  and  learn  more 
information  to  help  them  when  they 
go  to  active  duty. 

According  to  MGySgt  Boyd  and 
GySgt  Mikula,  this  particular 
meeting  was  a definite  success. 
"I  know  what  will  happen  at  the  next 
meeting  just  from  watching  how 
motivated  and  enthusiastic  these 
poolees  and  their  friends  got," 
the  R.l.  says.  "Chances  are  that, 
not  only  will  these  poolees  and  their 
friends  show  up,  but  they'll  have 
more  friends  who'll  show,  too!" 


Sgt  Mike  Ford 

Poolee  Stacey  Boyce  get  a different 
color  makeup. 
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Show  symbolizes  Corps’  unity 


By  Sgt  Pamela  Vajner 
PANCO  RS  Raleigh 


The  stadium  at  Marine  Corps  Air  Station 
Cherry  Point,  N.C.  was  overflowing  with 
Marines,  sailors,  families,  friends  and 
reporters  Sept.  16.  The  humidity  was  high  but  so  was 
the  crowd's  enthusiasm  as  they  anxiously  awaited  the 
arrival  of  The  Commandant's  Own  onto  the  field. 

The  Marine  Corps  Drum  and  Bugle  Corps  marched 
majestically  onto  the  field,  filling  the  air  with  martial 
strains.  With  a variety  of  musical  numbers,  from 
military  to  contemporary,  and  classics  like  "Some- 
where Over  the  Rainbow,"  the  group  wowed  them 
like  no  one  else  could. 

As  if  it  were  planned,  when  the  Drum  and  Bugle 
Corps  reached  the  climax  to  "America"  Marine  Corps 
jets  zommed  overhead. 

'Wow!  Look  at  that!"  exclaimed  one  little  girl  as 
the  D&B  slowly  took  their  exit  and  the  Silent  Drill 
Platoon  glided  into  place.  A little  boy  tugged  at  his 
mother's  dress  and  asked,  "Are  those  real  guns?" 
Most  of  the  crowd  just  sat  quietly,  mesmerized  by  the 
Platoon's  precision. 

For  the  event,  RSS  Burlington's  NCOIC,  Staff 
Sergeant  James  R.  Futrell  and  recruiter  Sergeant 
Steven  Everitt  made  the  three-hour  drive  to  Cherry 
Point  with  about  20  of  their  poolees. 


"I  wanted  to  show  them  more  of  the  Marine  Corps 
than  just  recruiting  pamphlets,"  Futrell  explains. 
"I  wanted  them  to  see  for  themselves  the  discipline, 
sharpness  and  precision  of  drill. 

"It  makes  for  a much  tighter  pool  if  they  can  see  the 
unity  the  Marine  Corps  breeds.  What  better  display  of 
that  kind  of  unity  than  the  Silent  Drill  Platoon  and  the 
Drum  and  Bugle  Corps?" 


Sgt  Pamela  Vajner 


The  Silent  Drill  Platoon  executes  precision  movements. 


Sgt  Pamela  Vajner 


Drummers  from  the 
Marine  Corps  Drum 
and  Bugle  Corps 
keep  the  beat 
moving  during  the 
performance. 
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Champion  hits  Centurion  mark 


By  Sgt  Raymond  Braud 
PANCO  RS  Montgomery 


June  26,  1987  was  a land- 
mark day  for  a highly 
lauded  recruiter  in  RS 
Montgomery.  Staff  Sergeant  Randall 
Champion  of  Permanent  Contact 
Station  Gadsden,  Alabama  wrote  his 
100th  contract. 

Champion,  a recruiter  since  May 
of  1983,  and  meritoriously  promoted 
staff  sergeant,  made  his  100th 
contract  a quality  enlistment. 

Chris  Burger,  a 19-year-old 
graduate  from  Coosa  Christian 
Academy  signed  the  contract  to  put 
Champion  into  triple  figures.  Burger 
will  ship  next  May  after  attending 
Gadsden  State  Community  College. 
What  makes  Burger  a cut  above 


the  rest  is  the  fact  that  he  graduated 
valedictorian  with  a 3.92  grade  point 
average.  He  was  a member  of  the 
Beta  Club,  the  National  Honor 
Society,  captain  of  the  football  team, 
the  team's  Most  Valuable  Player  and 
won  the  coaches  award  in  baseball. 

"Being  a Marine  is  something  I 
always  wanted  to  do,"  Burger  says. 
"I  think  it's  a good  opportunity  for 
me  to  further  my  education,  and  I 
hope  to  go  to  OCS  eventually." 

Burger  has  opted  for  avionics,  and 
will  attend  school  at  Naval  Air 
Station,  Memphis  after  boot  camp. 
"My  decision  to  join  the  Marines  is 
something  my  parents  are  all  for, 
and  they  are  behind  me  on  the 
decision,"  he  adds. 

"Chris  is  a good  kid  and  he  seems 
to  know  what  he  wants  to  do.  I 
believe  he  has  a good  future  in  front 


of  him,"  Champion  says. 

Champion  believes  Burger  is  a 
good  example  of  the  outstanding 
quality  applicants  he  enlists  from 
the  Gadsden  area.  Champion  is  a 
native  of  nearby  Anniston,  Alabama, 
and  knows  the  area  well. 

And,  the  area  has  been  good  for 
Champion,  who  has  logged  six 
Recruiter  of  the  Month  awards,  an 
Above  and  Beyond  Award,  four 
Meritorious  Masts,  4th  place  Re- 
cruiter of  the  Year  for  last  fiscal 
year,  RS  Montgomery  High  Re- 
cruiter for  the  Fall  Campaign 
'86,  and  a meritorious  promotion 
in  only  four  years. 

The  Gadsden  PCS  falls  under  RSS 
Birmingham,  and  Champion  has 
split  his  duty  between  Gadsden, 
downtown  Birmingham  and  PCS 
Roebuck,  a suburb  of  Birmingham. 


Surrounded  ... 
but  loving  it 

CpI  Danny  Cummings,  MCJROTC 
Clerk  at  6th  Marine  Corps  District 
Headquarters,  hold  up  his  hands  in 
"surrender"  as  he  is  encircled  by  a 
crowd  of  balloon-bearing  children,  It 
seemed  like  an  easy  enough  assign- 
ment at  the  start.  All  Cummings  was 
to  do  was  to  go  to  the  Atlanta 
Commemoration  of  the  Bicentennial 
of  the  Constitution.  There  he  was  to 
man  a Marine  Corps  booth,  give 
away  USMC  items  and  show  off  his 
flashy  dress  blues,  along  with 
another  Marine  in  historical  garb. 
They  had  the  afternoon  "shift", 
while  two  others  had  the  morning. 
The  crowds  at  the  State  Capitol  grew 
as  busloads  of  school  children  were 
brought  over  to  see  the  Constitution 
exhibit.  The  youngsters  were  drawn 
to  the  Marine  table,  as  the  Marines 
were  handing  out  pamphlets.  "We 
weremobbed,"  breathed  Cummings, 
safely  back  at  the  headquarters. 
"You  wouldn't  think  kids  would  be 
so  interested  in  the  Marines.  But  it 
was  fun.  There  were  even  some  high 
school  students  asking  questions." 
(USMC  photo  by  Sgt  Joe  Sawyer) 
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Firing  the  M16- 
A2  rifle  on  “A” 
Line  at  the 
Parris  Island 
Rifle  Range  is 
one  way  Com- 
mand Visit 
guests  get  a 
personal  feel- 
ing for  recruit 
training. 


Photos  by  SSgt  Sherry  L.  Gregory 


Recruiters  reap  Command  Visit  benefits 


By  SSgt  Sherry  L.  Gregory 
PANCO  RS  Jacksonville 


The  Command  Visit  Program  is  much  more 
than  satisfying  a requirement  on  an  inspection 
check  list.  If  used  properly,  it  is  one  time  when 
Recruiting  and  Public  Affairs  marry  up  to  become 
one  and  the  results  can  be  measured  almost 
immediately. 

"The  greatest  value  of  the  Command  Visit  Program 
is  that  it  tells  our  country  what  our  Marine  Corps  is 
all  about  - it  tells  the  Marine  Corps  story,"  says  Sixth 
Marine  Corps  District  Director,  Colonel  J.  C.  Lilly. 
"Visitors  get  a bird's-eye  view  of  how  we  actually  make 
Marines. 

"Equally  important  is  the  fact  that  those  who  have 
any  doubts  walk  away  with  a positive  attitude  and  are 
more  supportive  towards  our  recruiters  and  recruit- 
ing effort,"  Lilly  adds. 

Not  only  are  doubts  erased  from  any  visitor's  idea 
of  what  a Marine  is,  but  recruiters  better  understand 
how  this  program  can  be  a valuable  asset  to  them. 

"At  first  I wasn't  too  sure  if  the  visit  would  help  me 
or  not,"  says  Orange  Park,  Florida's  recruiter,  GySgt 
Dan  Cannon.  "When  I got  back,  one  of  my  educators 
said  he  had  doubts  but  that  after  seeing  PI  (Parris 
Island,  S.C.),  he  wouldn't  hesitate  to  send  any  young 
man  in  to  see  me. 
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"The  way  it  has  helped  me  is  by  using  the  educators 
who  went  as  proof  sources.  I had  a concerned  mom  call 
me  the  day  before  her  son  was  going  to  ship,"  Cannon 
continues,  "and  I told  her  to  call  Pete  McCabe  (an 
educator).  After  she  talked  with  him,  she  called  me 
back  saying  she  felt  100  percent  better  about  it.  I could 
have  told  her  the  same  thing,  but  what  better  way  than 
to  get  the  viewpoint  from  someone  who  works  daily 
with  her  son  and  has  an  unbiased  opinion." 

Another  way  Cannon  is  making  the  Command  Visit 
Program  work  for  him  is  through  positive  peer 
pressure. 

"When  I'm  talking  with  counselors,  teachers  and 
principals  I now  make  it  a point  to  ask  them  if  the 
Command  Visit  Program  could  be  useful  to  them. 
Whether  they  say  yes  or  no,  I tell  them  to  talk  to  one 
of  my  educators  who  has  gone." 

It's  Cannon's  belief  that  educators  who  have 
participated  in  a Command  Visit  now  feel  more  com- 
fortable when  a Marine  walks  into  their  school.  "Not 
only  me,  but  especially  the  young  men  who  just 
graduated  from  boot  camp,  are  much  more  welcome  in 
the  schools.  And,  the  teachers  are  looking  at  the  young 
men  differently  now.  They  can  now  relate  to  them  and 
are  talking  with  them  about  the  DIs,  how  they  fired  on 
the  range,  just  like  PFCs  do  when  they  get  out  of  boot 
camp,"  he  smiles. 

For  educators  to  work  for  the  recruiter,  complete 
and  proper  follow-up  is  imperative  after  a visit  to 


Dixie  Digest 


Recruits  practice  tactical  measures  — Just  one  facet  of  recruit  training  that  the  visitors  get  to  observe. 


SSgt  Sherry  L.  Gregory 


Parris  Island.  Gunnery  Sergeant  Dave  Harding, 
NCOIC,  RSS  Savannah  found  how  anxious  some  of  his 
influential  citizens  are  to  help  during  a recent  visit. 

"I  had  lunch  with  two  of  the  Command  Visitors  who 
are  extremely  influential  in  their  county.  Both  are 
members  of  the  Savannah  Chamber  of  Commerce  and 
one  is  the  chairperson  of  the  local  high  school  advisory 
committee... a school  that  has  not  been  good  for  us. 
After  this  school  year  the  Marine  Corps  will  have  a 
strong  foothold  in  the  entire  community,"  says 
Harding. 


For  educators  to  work 
for  the  recruiter  . . . follow-up 
is  imperative. 

"These  people  are  also  going  to  pave  the  way  for 
us  in  other  high  schools  through  the  use  of  other  public 
affairs  programs.  We're  currently  working  on  a Youth 
Physical  Fitness  Program  between  several  high  schools 
in  neighboring  towns  and  this  is  because  of  the  Com- 
mand Visit.  You've  got  to  follow  up  with  these  people 
or  ask  yourself  why  you  took  them  to  PI  in  the  first 
place.  The  Command  Visit  is  one  of  the  most  valuable 
tools  we  have." 

Another  way  to  keep  the  lines  of  communication 
open  and  constant  is  through  the  Command  Group. 
A simple,  personalized  "Thank  You"  letter 
immediately  after  the  Command  Visit  can  go  a long 
way.  That,  along  with  a scheduled  visit  by  the  local 
recruiter  and  commanding  officer  to  the  guest's  place 
of  business  during  the  year,  makes  for  an  unbeatable 
combination. 


SSgt  Sherry  L.  Gregory 


Standing  at  attention  on  the  yellow  footprints  in  front  of 
Recruit  Receiving,  the  visitors  are  put  in  the  ‘‘shoes5’ 
of  the  newly  arrived  recruit. 


October  1987 
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A Closer  Look 


CHAIVSPUS 

adopts 

new  payment 
system 

CHAMPUS  will  use  pros- 
pective payment  for  re- 
imbursement for  most 
hospital  admissions  occurring  on  or 
after  October  1,  1987,  under  its  new 
diagnosis-related  group  (DRG) 
payment  system,  effective  in  49 
states,  the  District  of  Columbia  and 
Puerto  Rico. 

CHAMPUS  agreed  to  exempt  any 
state  that  is  exempted  by  Medicare, 
if  the  state  requests  it.  Maryland  has 
already  requested  and  received  an 
exemption. 

CHAMPUS  has  modeled  its 
system  on  Medicare's.  While  the 
procedures  are  similar,  CHAMPUS 
DRG  payment  amounts  are  specific 
to  the  CHAMPUS  population, 
which  is  younger  and  typically 
healthier  than  the  Medicare 
population. 

DRGs  Used 

CHAMPUS  payment  to  its  DRG 
hospitals  (generally  short-term, 
acute-care  hospitals)  will  be  made  on 
the  basis  of  prospectively  determin- 
ed rates  and  applied  on  a per 
discharge  basis,  using  Medicare's 
472  DRGs. 

Assigning  Discharges  to  DRGs 

Discharge  classification  is  based 
on  the  patient's  age,  sex,  principal 
diagnosis,  secondary  diagnosis, 
procedures  performed  and  discharge 
status.  The  principal  diagnosis  is 
the  one  established,  after  study,  to 
be  chiefly  responsible  for  causing 
the  patient's  admission.  Hospitals 
must  submit  the  information 
necessary  for  the  fiscal  intermediary 
(FI)  to  assign  a DRG  to  a discharge. 
If  the  FI  is  unable  to  assign  a DRG 
because  of  inadequate  information, 
the  bill  will  be  returned  to  the 
hospital  for  additional  information. 
Each  discharge  will  be  assigned 
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to  only  one  DRG,  regardless  of  the 
number  of  conditions  treated  or  the 
service  furnished  during  the 
patient's  stay.  If  the  hospital's  dis- 
charge date  submitted  to  the  FI 
shows  a surgical  procedure  unrelat- 
ed a patient's  principal  diagnosis, 
the  FI  will  be  required  to  verify  the 
discharge  data. 

Patient  Eligibility 

If  a patient  is  eligible  for 
CHAMPUS  coverage  during  any 
part  of  the  hospital  stay,  the  FI  will 
process  the  claim  as  if  the  patient 
were  eligible  for  the  entire  stay. 
The  same  applies  is  the  patient  loses 
or  gains  eligibility  during  the  stay. 

Determination  of  beneficiary 
cost-sharing  status  is  based  on  the 
sponsor's  status  at  the  time  of 
admission  or  the  first  day  of  actual 
eligibility  during  the  hospital  stay. 

When  a patient  loses  eligibility 
during  the  stay,  additional  costs 
incurred  after  loss  of  eligibility  and 
which  result  from  either  a long-stay 
outlier  or  cost  outlier  will  not  be 
payable  by  CHAMPUS. 

Beneficiary  Cost-Share 

Active-duty  dependents'  cost- 
share  will  not  be  affected  by  the 
DRG  system.  Beneficiaries  who  are 
other  than  active-duty  dependents 
will  pay  the  lesser  of  25  percent  of 
the  billed  charge  or  a flat,  per  diem 
amount  ($175.00).  The  beneficiary 
cost-share  cannot  exceed  the  DRG 
amount. 

Payment 

The  DRG-based  payment  for  in- 
patient hospital  services  is  the 


total  CHAMPUS  payment  for  in- 
patient operating  costs  incurred  in 
furnishing  CHAMPUS-covered 
services.  The  full  DRG  amount  is 
payable  for  each  stay  during  which 
there  is  at  least  one  covered  day  of 
care,  except  when  outliers  apply. 

Inpatient  operating  costs  include: 

- operating  costs  for  routine 
services  (room,  board,  and  routine 
nursing  services); 

- operating  costs  for  ancillary 
services  (radiology,  lab  services); 

- special  care  unit  operating  costs 

- malpractice  insurance  costs 
related  to  services  furnished  to 
patients. 

The  FI  will  calculate  the  payment 
for  an  individual  claim  under  the 
CHAMPUS  DRG-based  payment 
system  by  multiplying  the  adjusted 
standardized  amount  (ASA)  by  a 
weighting  factor  specific  to  each 
DRG.  CHAMPUS  will  use  Medi- 
care's area  wage  indexes  in  the 
calculation.  In  addition,  CHAMPUS 
has  elected  to  adopt  Medicare's 
differentiation  between  urban  and 
rural  hospitals  to  ensure  reimburse- 
ment reflects,  as  accurately  as 
possible,  the  cost  of  providing  care 
in  all  hospitals.  The  ASAs  and 
weighting  factors  have  been 
calculated  using  data  collected  for 
all  CHAMPUS  claims  for  the  12- 
month  period  from  July  1,  1986 
through  June  30,  1987. 

Editor’s  Note:  For  more  information 
about  CFIAMPUS  changes,  contact 
the  District  Corpsman,  HMC  Ralph 
Jackson  at  (404)  437-7559. 
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White  House 

Fellowship 

Program 

HQMC 

Washington,  D.C. 

Applications  for  the  1988-89 
White  House  Fellowship 
Program  are  currently 
being  distributed  to  education 
offices  and  should  be  available  by 
mid-September. 


The  program  provides  a select 
group  of  Americans  an  opportunity 
to  get  involved  in  governing  our 
nation  through  one-year  assign- 
ments with  the  White  House  staff, 
the  Vice  President,  the  Cabinet, 
or  other  top  level  offices. 

This  year's  selectees  will  begin 
their  assignment  Sept.  1,  1988. 

Military  personnel  eligible  for  the 
program  must  be  U.S.  citizens, 
career  officers  or  enlisted  Marines 
who  have  shown  unusual  ability, 
high  moral  character  and  exceptional 
promise  for  future  development. 
The  program  is  not  open  to  U.S. 
Government  employees  except  for 
military  personnel. 


Marine  Capt  Arthur  Athens 
was  selected  for  the  1987-88  White 
House  Fellowship  Program  and 
recently  began  a one-year  assign- 
ment as  special  assistant  to  the 
Administrator,  National  Aeronautics 
and  Space  Administration  Head- 
quarters in  Washington,  D.C. 

Marines  stationed  at  isolated 
locations  can  request  additional 
information  and  applications  by 
writing  Headquarters  Marine 
Corps,  Code  TDE-41,  Washington 
D.C.,  20380.  Program  information 
can  also  be  found  in  ALMAR  204-87. 

Applications  must  be  postmarked 
no  later  than  December  1 . 


Contact  Team  Tips 

Recruiter  Supplied  Names  (a  rusting  weapon) 


Some  Recruiters  don't  use  this 
program,  here's  why; 

1.  They  don't  know  about  it. 

2.  They  don't  understand  it. 
HOWEVER,  if  you  want  support 

and  help  in  the  challenging  task  of 
recruiting,  read  on.  Believe  me,  the 


initial  investment. 

Here's  how  the  program  works: 

1.  When  you  receive  a High 
School  list  or  any  new  list  with 
names  & complete  addresses,  burn 
off  a copy  and  cross  out  the  female 
names. 

2.  Complete  a recruiter  sub- 


mission checklist. 

3.  Forward  the  list  with  the  check- 
list on  top  through  your  NCOIC  to 
the  RS  who  will  forward  it  to  District 
and  then  HQMC. 

4.  That  list  will  then  be  separated 
into  groups,  seniors.  Junior  Col- 
leges, or  a generic  recruiter  supplied 
names  listing. 

5.  From  that  point  throughout 
the  year,  your  list  will  receive  direct 
mail-outs  at  different  times.  Any 
response  will,  of  course,  result  in 
a PPC  which  you  can  follow  up  on. 

The  end  result  is  that,  with  very 
little  effort  on  the  recruiter/NCOIC's 
part,  all  of  your  potential  prospects 
will  receive  well-timed,  profess- 
ionally produced  mail-outs  which 
will  increase  Marine  Corps  visibility, 
produce  leads,  open  doors  on  cold 
calls,  increase  appointments/inter- 
views, and  maybe  even  lead  to  a 
few  good  contracts. 

Because  we  have  a lot  of  weapons 
in  our  arsenal,  let's  use  every  one 
of  them  to  help  accomplish  the 
mission. 

Semper  Fi, 

The  Contact  Team 
(A  Supporting  Arm) 


pay-off  will  be  far  greater  than  your 


“Ya  know,  if  your  RSS  had  only  used  the  Recruiter  Supplied  Names 
Program  like  everyone  else...” 


October  1987 
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RAO  Notes 

Years  ago,  military  recruitment  advertising  merely 
consisted  of  recruiting  posters-tacked  on  any  wall 
that  would  have  one.  As  the  United  States  shifted  from 
conscription  to  the  all-volunteer  force,  competition 
between  the  military  services  for  today's  youth  began 
to  intensify.  Defense  Department  advertising  spending 
levels  climbed  to  well  over  $208  million  during  FY  86. 

While  DoD  advertising  spending  levels  have  risen 
over  the  last  several  FYs,  it  is  anticipated  that  Marine 
Corps'  advertising  dollars  will  show  a steady  decline 
through  the  early  1990's.  Although  the  Marine  Corps' 
ad  budget  will  be  cut,  our  District  budget  will  remain 
around  its  current  level. 

Two  different  studies  conducted  during  FY  87  show  a 
decrease  in  advertising  awareness  for  all  the  services, 
including  the  Marine  Corps.  The  1986  Youth  Attitude 
Tracking  Study  (YATS),  conducted  by  DoD,  shows  a 
steady  decline  over  the  past  three  years  in  total  (aided 
and  unaided)  awareness. 


% YOUNG  MALES  AIDED  AND  UNAIDED 
AWARENESS  OF  ADVERTISING  1984-1986 


1984 

1985 

1986 

84-86 

USMC 

85.0 

80.6 

72.1 

-12.9 

ARMY 

91.5 

88.4 

85.5 

- 6.0 

NAVY 

79.0 

72.8 

66.6 

-12.4 

USAF 

86.8 

79.7 

76.5 

-10.3 

JT  SERV. 

67.5 

58.7 

48.8 

-18.7 

SOURCE: 

YATS  - 

DOD,  1986 

The  Awareness  and  Attitude  Tracking  Study  (AATS) 
conducted  for  the  Marine  Corps  by  J.  Walter  Thompson 
shows  a similar  pattern  in  unaided  awareness.  In  order 
to  offset  this  decline  in  our  awareness,  the  primary 
focus  of  our  FY  88  media  efforts  will  be  placed  on 
awareness  advertising. 

During  FY  87,  we  placed  heavy  emphasis  on  lead 
generation  efforts.  Lead  generating  advertising  in 
FY  87  was  very  expensive,  and  in  most  of  the  publica- 
tions, did  not  prove  to  be  cost  effective.  We  will  rely  on 
the  successful  National  Direct  Mail  and  PPC  program 
to  produce  leads.  Also,  the  Recruiter  Supplied  Names 
has  proven  to  be  an  excellent  source  of  providing 
names  for  National  Direct  Mail  efforts. 

After  reviewing  the  results  of  our  FY  87  media 
efforts,  the  majority  of  our  FY  88  media  dollars  will  be 
spent  in  awareness  advertising.  To  accomplish  this, 
our  FY  88  advertising  efforts  will  use  the  National 
Awareness  advertising  as  a base,  allowing  our  dollars 
to  applied  to  the  following  efforts  during  the  year: 

THEATER 

In  order  to  gain  maximum  impact  from  the  advertis- 
ing that  does  appear,  it  will  be  purchased  in  "flights" 
or  in  "bursts"  of  advertising  over  two  month  periods, 
with  a month  period  in-between.  The  schedule  will 
run  December  26-February  16,  March  12-April  30  and 
June  4-July  23. 

Theater  advertising  will  allow  us  to  run  high  impact 
commercials  on  a large  screen  to  a captive  theater 
audience.  Research  has  shown  that  a large  majority  of 

movie-goers  are  males  16-21. 


NETWORK  RADIO 

Input  from  the  field  has  shown  that  Network  radio 
schedules  have  proven  to  be  successful  over  the  past 
two  FYs.  We  will  sponsor  the  High  School  "Athlete 
of  the  Week"  report,  which  is  announced  weekly. 
By  tying  into  the  sports  report,  we  are  able  to  target 
our  male  athletes,  as  well  as  the  influencers-such  as 
coaches  and  parents.  The  "Athlete  of  the  Week" 
program  gives  the  recruiters  a chance  to  enter  the  high 
schools  to  present  the  awards.  This  program  will  run 
from  September  - March  in  order  to  cover  both  football 
and  basketball  seasons. 

HIGH  SCHOOL  PUBLICATIONS 

Trends  — Key  Publication's  Trends  is  a complete 
planning  guide  for  the  future,  including  coverage  of 
careers,  educational  options,  and  opportunities  in  the 
military--which  will  be  purchased  in  November.  It's 
an  annual  magazine  which  is  mailed  directly  into  the 
homes  of  all  high  school  seniors.  We  will  use  one  of  the 
new  four-color  portrait  ads,  "Determination."  Al- 
though this  insertion  is  scheduled  primarily  for  aware- 
ness, a BRC  will  be  placed  alongside  it  for  lead 
generation. 

Fast  Times  --  This  monthly  news  magazine  is  used 
in  many  of  our  high  schools  as  a part  of  the  required 
Social  Studies  curriculum.  The  full  page  black  and 
white  ad,  "Be  Somebody,"  will  be  used.  We  will 
coordinate  with  the  other  Districts  on  which  months  to 
buy  in  order  to  achieve  the  most  effective  group  rate. 
Lead  generating  BRC's  will  also  be  included. 

TV  GUIDE 

A full  page  black  and  white  portrait  ad  will  be 
purchased  in  the  Superbowl  issue  of  TV  Guide  to  kick 
off  the  FMAM  thrust.  This  portrait  ad  will  run  for 
awareness  purposes,  tagged  with  1-800-MARINES. 
COLLEGE  NEWSPAPERS 

Officer  ads  will  run  in  college  newspapers  during  the 
fall  and  spring-announcing  the  OSO's  campus  visit 
dates,  location  and  phone  numbers.  Also,  a congratula- 
tions ad  to  the  District  OCS  graduates  will  be  placed  in 
one  insertion  of  the  fall  schedule. 

HIGH  SCHOOL  NEWSPAPERS 

We  will  purchase  high  school  newspapers  in  the  fall 
to  support  recruiters  with  advertising  and  workable 
leads  early  in  the  school  year  when  other  career  alter- 
natives are  competing  for  quality  USMC  prospects. 
The  high  school  newspaper  schedule  supplements  our 
Network  Radio  "Athlete  of  the  Week"  program. 

The  high  school  newspaper  ad  is  actually  a lead 
generating  coupon  advertisement  which  appears  in 
two  forms.  We  will  run  BRC's  in  a majority  of  our  high 
school  newspapers.  For  those  papers  which  do  not 
accept  BRC's,  the  "Be  Somebody"  ad  will  be  run, 
tagged  with  1-800-MARINES. 

Our  advertising  efforts  are  designed  to  create 
awareness  with  the  intent  to  produce  leads  for  the 
recruiters  and  OSC's.  But  the  bottom  line  in  our 
recruiting  success  rests  not  just  on  advertising,  but  on 
recruiter/OSO  follow-up  on  the  interest  those  ads  have 
generated. 
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District  Pacesetters 


RS  Jacksonville 

SSgt  Don  R.  Phillips  closed  out  the  fiscal  year 
by  penning  a total  of  eight  contracts. 
September's  Recruiter  of  the  Month  worked 
mainly  grads  because  of  school  just  opening. 

"I  had  a lot  of  DEP  referrals  and  the  Marines  at 
MCLB  Albany  gave  me  a couple  of  hot  leads  which 
helped  a lot,"  says  Phillips. 

"The  gunny  (GySgt  Whisenaunt,  NCOIC,  RSS 
Albany)  also  kept  me  motivated  and  continously  gave 
me  encouragement.  But  that's  really  nothing  new; 
he  always  keeps  the  team  going,"  adds  Phillips. 

RS  Macon 

SSgt  Raymond  M.  Daniels,  Jr.,  netted  five 
II I A contracts  in  September  to  earn  Recruiter 
of  the  Month  for  RS  Macon,  Ga.  This  is  the 
second  month  in  a row  that  the  RSS  Greenville,  S.C., 
recruiter  earned  the  title. 

SSgt  Daniel's  secret  for  success  is  persistence 
and  an  RSS  team  concept. 

"I'd  already  made  quota  during  the  third  week  but 
kept  working  to  the  last  day  of  the  month  to  ensure  the 
RSS  would  meet  quota.  It's  not  over  until  the  baby 
cries,"  explains  SSgt  Daniels. 

SSgt  Daniels'  hard  work  has  also  gained  him  the 
honor  of  Recruiter  of  the  Quarter  for  the  4th  Quarter 
of  FY  87  with  a total  of  17  contracts. 

RS  Montgomery 

SSgt  Ricky  White,  NCOIC,  RSS  Tuscaloosa 
netted  six  contracts,  all  QEPs,  with  five  of 
them  1 1 1 As,  to  capture  RS  Montgomery's 
Large  Station  Recruiter  of  the  Month  honors.  The  25- 
year-old  Birmingham  native  is  also  the  RS'  Recruiter 
of  the  Year. 

You  might  say  the  domino  effect  helped  him  this 
month.  First,  he  recruited  Paramount  High  School's 
star  football  player,  Patrick  Cox.  "He  said,  'Hey,  I 
have  a friend  who  might  be  interested'  — and  it  went 
from  there,"  says  White,  with  the  the  school's  star 
basketball  player  and  two  bandsmen  enlisting. 

But  White  is  quick  to  add,  "If  I owe  thanks  to  any- 
one, it  is  my  loving  wife,  Jackie.  She's  so  understand- 
ing and  gives  me  morale  support.  Thanks,  Jackie!" 

Small  RSS  honors  go  out  to  SSgt  Eddie  Durr,  NCOIC, 
RSS  Meridian,  who  wrote  three  contracts,  all  1 1 1 As. 
"Basically  I worked  the  system  and  continued  to 
prospect,"  he  says. 

But  he  wants  other  recruiters  to  understand  that  a 
positive  attitude  can  pay  off.  He  explains,  "I  had  gotten 
down  in  the  dumps.  Being  the  type  that's  afraid  of 
failure,  I was  determined  not  to  fall  into  that  trap." 
His  poolee  program  also  helped.  "I  called  my  poolees 
every  week  and  that's  where  I got  one  of  the  contracts.  " 


RS  Nashville 

Five  contracts  for  the  month  of  September 
enabled  Sgt  Donald  A.  Hruza  to  end  Fiscal 
Year  1987  with  45  net  contracts  and  it  also 
allowed  him  to  claim  the  title  of  Recruiter  of  the  Month. 

Of  his  five  contracts,  four  were  IIIA's.  Making  up  the 
five  contracts  were  three  seniors  and  two  grads.  His 
effort  helped  RSS  Nashville  achieve  Station  of  the 
Month  honors  also. 

Sgt  Hruza  says  his  contracts  were  the  result  of 
continously  working  people  month  after  month  even 
if  they  were  against  the  idea  of  being  a Marine.  "A  guy 
I had  been  working  for  six  months  paid  off.  So  did  one 
I started  with  last  month,"  he  says.  "A  boot  leaver 
brought  me  another  and  a permissive  TAD  Marine 
brought  me  number  four.  I had  to  go  out  and  find 
that  last  one! " 

RS  Orlando 

Writing  five  contracts  for  the  month  of 
September,  SSgt  Donald  Watson  took 
Recruiter  of  the  Month  honors  for  RS 

Orlando. 

"Most  of  my  contracts  are  area  canvass  contacts," 
says  the  RSS  Tampa  recruiter.  "But  one  came  from  our 
permissive  TAD  recruiter  and  one  came  from  a DEP 
referral . " 

He  says  the  local  shopping  centers  are  good  places 
for  area  canvassing,  but  adds,  "I  attribute  a lot  to  the 
teamwork  we  have  at  the  RSS.  We  work  together 
quite  a lot,  helping  each  other  with  testing  and  other 
tasks." 

RS  Raleigh 

The  lucky  number  was  seven  for  RS  Raleigh 
recruiters  in  September.  Three  Tarheel 
recruiters  tied  for  the  Recruiter  of  the  Month 
honors,  writing  seven  contracts  each. 

SSgt  James  N.  Moss  of  RSS  Greensboro  is  no  strang- 
er to  the  ranks  of  the  Recruiter  of  the  Month  or  the 
Recruiter  Honor  Roll.  "I  can't  really  accept  all  the 
credit,"  Moss  admits.  "I  have  to  share  the  credit  with 
the  other  RSS  Greensboro  recruiters... we  work  as  a 
team 

Sergeant  Steven  A.  Everitt  of  RSS  Burlington  says 
that  his  keys  to  successful  recruiting  are  working 
closely  with  the  pool  and  continously  prospecting. 

The  23-year-old  Laguna  Beach,  Calif.,  native  came  to 
RS  Raleigh  from  the  drill  field  and  pursues  recruiting 
with  the  same  amount  of  energy. 

Sergeant  Ronald  A.  Haaff  of  RSS  Charlotte  also  tied 
for  the  Recruiter  of  the  Month  honors.  Although 
relatively  new  to  recruiting,  Haaff  started  out  strong 
and  continues  to  be  successful. 

His  NCOIC,  Gunnery  Sergeant  William  C.  Cole, 
says  that  Haaff  is  very  competitive.  "He's  a hard 
charger.  When  it's  getting  down  to  the  wire  and  you 
need  someone  to  go  out  and  get  that  one  contract  or 
two  contracts,  he's  the  one  that's  going  to  do  it." 
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RECOGNITION  FOR  SUPERIOR 
RECRUITING  PERFORMANCE 
3RD  QUARTER  FY  87 

RS  Jacksonville 

NAVY  ACHIEVEMENT  MEDAL 
District 

SSgt  D.W.  Nakata 

GOOD  CONDUCT  MEDAL 
District 

Sgt  M.L.  Harris,  3rd  award 
Sgt  D.D.  Kitchens 

RS  Jacksonville 

GySgt  R.W.  Holbrook,  4th  award 
GySgt  L.E.  Campbell,  3rd  award 

RS  Macon 

SSgt  J.L.  Herb,  4th  award 

SSgt  D.W.  Bady 

RS  Montgomery 

SSgt  A.T.  Jones,  Jr.,  4th  award 

MSgt  A.W.  Adams,  7th  award 

RS  Nashville 

GySgt  D.A.  Bunch,  4th  award 
SSgt  V.D.  Baker,  4th  award 

RS  Orlando 

Sgt  S.L.  Weiser,  2nd  award 


GySgt  R.C.  Madaras,  5th  award 
GySgt  B.J.  Johnson,  4th  award 
Sgt  W.  Garcia,  2nd  award 

RS  Raleigh 

SSgt  R.R.  Rivers,  5th  award 
SSgt  K.R.  Parrish,  4th  award 


LETTER  OF  APPRECIATION 

District 

HM2  T.E.  Stewart 


MERITORIOUS  MAST 

RS  Macon 

Sgt  D.S.  Haynes 
SSgt  T.L.  Vernon 
Sgt  D.W.  Christian 
Sgt  M.A.  Pelletier 
SSgt  R.M.  Daniels 
Sgt  E.G.  Motley 
Sgt  S.M.  Crue 
SSgt  J.P.  Crittenden 
Sgt  P.B.  Fontaine 
SSgt  G.Y.  Paige 


QUALITY  STEP 
INCREASE 


District 

Barbara  Phurrough 

OSO  Columbia 

Gloria  Golding 

SUSTAINED 

SUPERIOR 

PERFORMANCE 


PROMOTION 

RS  Jacksonville 
GySgt  R.D.  Brooks 
SSgt  D.B.  Davis 

RS  Macon 

GySgt  L.H.  Basquez 
SSgt  R.B.  Watson 

RS  Nashville 
SSgt  J.E. Jones 
SSgt  T. B . Williams 

RS  Orlando 

GySgt  J.F.  Cruz-Torres 

RS  Raleigh 
SSgt  R.R.  Griffin 
SSgt  W.B.  Grogan 
SSgt  D.B.  Fletcher 


RS  Montgomery 
SSgt  R.R.  White 
Sgt  F.S.  Chapman 
Sgt  S.E.  Clark 
Sgt  R.A.  Hutchinson 
Sgt  D.P.  Robisheaux 


CERTIFICATE 
OF  OUTSTANDING 
PERFORMANCE 

District 

Elizabeth  West 
Ann  Jason 

RS  Raleigh 
Janet  Payne 


District 

Elizabeth  West 
Ann  Jason 


RS  Raleigh 

Janet  Payne 

OPPORTUNITY 
IS  KNOCKING 


OPEN  UP! 


SEE  YOUR 

EDUCATION  OFFICER 
TODAY 


Recruiter  Honor  Roll 


8 contracts 

SSgt  D.R.  Phillips,  RSS  Albany,  Ga. 

7 contracts 

Sgt  I.M.  Lockhart,  RSS  Tampa,  Fla. 

SSgt  J.N.  Moss,  RSS  Greensboro,  N.C. 

Sgt  R.F.  Haaf,  RSS  Charlotte,  N.C. 

St  S.A.  Everitt,  RSS  Burlington,  N.C. 

6 contracts 

Sgt  F.C.  Chatham,  RSS  Gulfport,  Miss. 

SSgt  D.B.  Davis,  RSS  Albany,  Ga. 

SSgt  F.A.  McMillan,  RSS  Charlotte,  N.C. 

SSgt  A.R.  Biggs,  RSS  Greensboro,  N.C. 

SSgt  R.R.  White,  RSS  Tuscaloosa,  Ala. 

5 contracts 

SSgt  D.  Watson,  RSS  Tampa,  Fla. 

SSgt  B.  Blackwell,  RSS  Greensboro,  N.C. 

Sgt  J.C.  Spears,  RSS  Hickory,  N.C. 

GySgt  D.P.  Cannon,  RSS  Jacksonville,  Fla. 

SSgt  A M.  Rose,  RSS  Jacksonville,  Fla. 

SSgt  C.S.  Chenowith,  RSS  Tallahassee,  Fla. 

Sgt  G.F.  Purvis,  RSS  Jacksonville,  Fla. 

GySgt  W.J.  Billingslea,  Jr.,  RSS  Greenville,  S.C. 
SSgt  R.M.  Daniels,  Jr.,  RSS  Greenville,  S.C. 

Sgt  K.R.  Brady,  RSS  Jonesboro,  Ga. 


Sgt  D.A.  Hruza,  RSS  Nashville,  Tenn. 

GySgt  A.C.  Masiello,  Jr.,  RSS  Knoxville,  Tenn. 
SSgt  D.L.  Godbee,  RSS  Murfreesboro,  Tenn. 
SSgt  M.M.  Stein,  RSS  Murfreesboro,  Tenn. 
SSgt  H.  McElvain,  RSS  Pensacola,  Fla. 

4 contracts 

Sgt  J.W.  Johnson,  RSS  Johnson  City,  Tenn. 
SSgt  A.R.  Lowther,  RSS  Huntsville,  Ala. 

Sgt  C.l.  Davis,  RSS  Huntsville,  Ala. 

GySgt  W.F.  Coleman,  Jr.,  RSS  Nashville,  Tenn. 
Sgt  D.L.  Cischke,  RSS  Nashville,  Tenn. 

SSgt  P R.  Santos,  Jr.,  RSS  Memphis,  Tenn. 
SSgt  G.W.  Johnson,  Jr.,  RSS  Memphis,  Tenn. 
Sgt  D.P.  Robisheaux,  RSS  Gulfport,  Miss. 

SgtT.  Gay,  RSS  Montgomery,  Ala. 

Sgt  R.  Johnson,  RSS  Montgomery,  Ala. 

Sgt  T.  Hutchison,  RSS  Pensacola,  Fla. 

Sgt  S.C.  Boyington,  RSS  Pensacola,  Fla. 

Sgt  T.B.  Williams,  RSS  Pensacola,  Fla. 

GySgt  L.E.  Campbell,  RSS  Savannah,  Ga. 

GySgt  R.D.  Carlyle,  RSS  Jacksonville,  Fla. 
GySgt  M.A.  Nease,  RSS  Savannah,  Ga. 

SSgt  M.O.  Biddle,  RSS  Daytona  Beach,  Fla. 
SSgt  R.D.  Brooks,  RSS  Gainesville,  Fla. 

SSgt  S.M.  Szymoniak,  RSS  Gainesville,  Fla. 


Sgt  G.F.  Glenn,  RSS  Gainesville,  Fla. 

CpI  J.S.  Bosarge,  RSS  Brunswick,  Ga. 

SSgt  M.W.  Schofield,  RSS  Augusta,  Ga. 

Sgt  J.S.  Daniel,  Jr.,  RSS  Columbia,  S.C. 

SSgt  J.P.  Crittenden,  RSS  Columbia,  S.C. 
SSgt  R.L.  Brooks,  RSS  Decatur,  Ga. 

Sgt  S.M.  Crue,  RSS  Florence,  S.C. 

Sgt  M.H.  Schmitt,  RSS  Greenville,  S.C. 

Sgt  D.S.  Haynes,  RSS  Lawrenceville,  Ga. 

Sgt  P.B.  Fontaine,  RSS  Marietta,  Ga. 

SSgt  D.G.  Shelkey,  RSS  N.  Charleston,  S.C. 
Sgt  J.  Woolsey,  RSS  Bradenton,  Fla. 

Sgt  L.E.  Harris,  RSS  Cocoa,  Fla. 

SSgt  J.  Radke,  RSS  Clearwater,  Fla. 

SSgt  V.  Green,  RSS  Clearwater,  Fla. 

Sgt  D.  Rivera,  RSS  Ft.  Lauderdale,  Fla. 

SSgt  R.  Thompson,  RSS  Miami,  Fla. 

Sgt  A.  Sotomayor,  RSS  Miami,  Fla. 

SSgt  J.  Ortiz,  RSS  Miami,  Fla. 

Sgt  J.  O'Farrill,  RSS  Miami,  Fla. 

GySgt  D.  Silcox,  RSS  Orlando,  Fla. 

SSgt  A.  Valdez,  RSS  San  Juan,  P.R. 

GySgt  R.C.  Madaras,  RSS  St.  Petersburg,  Fla. 
Sgt  S.  Allen,  RSS  Durham,  N.C. 

SSgt  J.W.  Tatum,  RSS  Raleigh,  N.C. 

SSgt  A.L.  Carter,  RSS  Charlotte,  N.C. 

SSgt  J.R.  Futrell,  RSS  Burlington,  N.C. 
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September  1987  Procurement  Results 


SHIPPING 


PS  REGULAR 
(MALE  AND  FEMALE] 


NPS  REGULAR  MALE 


PS  + NPS 
REG  MALE 


NPS  REGULAR  FEMALE 


RS 

RQMT 

SHIP 

% 

RQMT 

SHIP 

% 

RQMT 

SHIP  % 

RQMT 

SHIP 

% 

Mon. 

4 

4 

100.0 

66 

66 

100.0 

70 

70 

100.0 

6 

6 

100.0 

Jac. 

3 

3 

100.0 

46 

46 

100.0 

49 

49 

100.0 

1 

1 

100.0 

Mac. 

4 

2 

50.0 

90 

92 

102.2 

94 

94 

100.0 

2 

2 

100.0 

Nas. 

0 

0 

NA 

72 

73 

101.4 

72 

73 

101.4 

8 

8 

100.0 

Orl. 

3 

3 

100.0 

114 

114 

100.0 

117 

117 

100.0 

10 

10 

100.0 

Ral. 

1 

1 

100.0 

68 

68 

100.0 

69 

69 

100.0 

2 

2 

100.0 

Dist. 

15 

13 

86.7 

456 

459 

100.7 

471 

472 

100.2 

29 

29 

100.0 

NPS  RESERVE  MALE 


NPS RESERVE 
MALE  AVIATION 


GROUND 

% OF 

NPS  RESERVE  FEMALE 

TOTAL  FORCE 

RS 

RQMT 

SHIP 

% 

RQMT 

SHIP 

QUOTA 

SHIP 

RQMT 

SHIP 

% 

SHIPPED 
RQMT  SHIP 

% 

Mon. 

11 

13 

118.2 

0 

0 

NA 

0 

0 

NA 

87 

89 

102.3 

Jac. 

12 

5 

41.7 

0 

0 

NA 

0 

0 

NA 

62 

55 

88.7 

Mac. 

10 

11 

110.0 

-1 

0 

NA 

2 

1 

50.0 

107 

108 

100.9 

Nas. 

7 

4 

57.1 

1 

0 

0.0 

0 

0 

NA 

88 

85 

96.6 

Orl. 

4 

4 

100.0 

0 

0 

NA 

0 

0 

NA 

131 

131 

100.0 

Ral. 

1 

3 

300.0 

0 

0 

NA 

0 

0 

NA 

72 

74 

102.8 

Dist. 

45 

40 

88.9 

0 

0 

NA 

2 

1 

50.0 

547 

542 

99.1 

SHIPPING  QUALITY 


. MG  I IMA  SHIPPED 


HSG  SHIPPED 


% NPS  REG 
4-6  YR  TOE 


% CEP  f QEP  RQMT 


RS 

NPS  REG 

NPS  RES 

NPS  REGM 

NPS  RESM 

SHIPPED 

SHIPPED 

Mon. 

63.9 

61.5 

100.0 

100  0 

98  6 

160.0 

Jac. 

63.8 

20.0 

91.3 

100.0 

100.0 

100.0 

Mac. 

62.8 

75.0 

100.0 

100.0 

100.0 

200.0 

Nas. 

66.7 

25.0 

98.6 

100  0 

97.5 

116.7 

Orl. 

65.3 

75.0 

100.0 

100.0 

96.0 

70  0 

Ral. 

64  3 

66.7 

94  1 

100.0 

100.0 

100.0 

Dist. 

64.5 

58.5 

98.0 

100  0 

98.4 

121.1 

PS  REG  NNC 


PRODUCTION 


NPS  REGULAR 
MALE  NNC 


PS  REG  + NPS  REG 
MALE  NNC 


NPS  REG 
FEMALE  NNC 


RS 

QUOTA 

NNC  % 

QUOTA 

NNC  % 

QUOTA 

NNC 

% 

QUOTA 

NNC 

% 

Mon. 

2 

1 

50.0 

55 

60  109.1 

57 

61 

107,0 

4 

6 

150.0 

Jac. 

2 

3 

150.0 

38 

65  171.1 

40 

68 

170.0 

2 

2 

100.0 

Mac. 

3 

0 

0.0 

80 

105  131.3 

83 

105 

126  5 

3 

7 

233.3 

Nas. 

3 

1 

33.3 

70 

68  97.1 

73 

69 

94.5 

4 

8 

200.0 

Orl. 

3 

6 

200.0 

111 

111  100.0 

114 

117 

102.6 

4 

5 

125.0 

Ral. 

2 

0 

0.0 

78 

98  125.6 

80 

98 

122.5 

3 

3 

100.0 

Dist. 

15 

11 

73.3 

432 

507  117  4 

447 

518 

115.9 

20 

31 

155.0 

NPS  RES  MALE 
GROUND  NNC 
RS  QUOTA  NNC  % 

Mon.  25  21  84.0 

Jac.  16  14  87.5 

Mac.  27  14  51.9 

Nas.  28  32  114.3 

Orl . 15  11  73.3 

Ral.  14  19  135.7 

Dist.  125  111  88.8 


NPS  RES  MALE 
AVIATION  NNC 
QUOTA  NNC  % 

0 0 NA 

1 2 200.0 

6 4 66.7 

1 0 0.0 

0 0 NA 

1 1 100.0 

9 7 77.8 


NPS  RESERVE 
FEMALE  NNC 
QUOTA  NNC  % 

0 0 NA 

0 1 NA 

1 1 100.0 

0 0 NA 

0 0 NA 

1 3 300.0 

2 5 250.0 


TOTAL  FORCE 
QUOTA  NNC  % 

86  88  102.3 

59  87  147.5 

120  131  109.2 

106  109  102.8 

133  133  100.0 

99  124  125.3 

603  672  111.4 


PRODUCTION  QUALITY 


% MG  I - 1 1 1 A 


% TIER  I HSG 


NNC 

NNC 

% CEP  + QEP  QUOTA 

REC  PROD 

RS 

NPS  REG 

NPS  RES 

NPS  REGM 

NPS  RESM 

CONTRACTED 

APR 

Mon. 

65.2 

85.7 

95.0 

100.0 

400.0 

1.60 

Jac. 

67.2 

64.7 

89.2 

93.8 

100.0 

2 42 

Mac. 

64.3 

68.4 

101.9 

105.6 

125.0 

1.75 

Nas. 

63.2 

71.9 

94.1 

96.9 

100.0 

1 65 

Orl. 

59.5 

72.7 

94.6 

90.9 

100.0 

1.60 

Ral. 

66.3 

56.5 

89.8 

95.0 

112.5 

2.00 

Dist. 

63.9 

69.9 

94.5 

97.5 

148.8 

1.78 
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UNIVERSE  OF  FLORIDA 
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FY  87  Procurement  Results 


SHIPPING 


RS 

rcj  ncuu lmh 
(MALE  AND  FEMALE) 

RQMT  SHIP  % 

NPS  REGULAR  MALE 
RQMT  SHIP  % 

PS  + NPS 
REG  MALE 
RQMT  SHIP 

% 

NPS  REGULAR  FEMALE 
RQMT  SHIP  % 

Mon. 

22 

19 

86.4 

685 

693 

101.2 

707 

712 

100.7 

41 

46 

112.2 

Jac. 

14 

20 

142.9 

532 

534 

100.4 

546 

554 

101.5 

20 

23 

115.0 

Mac. 

29 

23 

79.3 

859 

867 

100.9 

888 

890 

100.2 

32 

33 

103.1 

Nas. 

29 

21 

72.4 

727 

737 

101.4 

756 

758 

100.3 

49 

50 

102.0 

Orl. 

34 

36 

105.9 

1171 

1171 

100.0 

1205 

1207 

100.2 

55 

56 

101.8 

Ral. 

23 

32 

139.1 

817 

817 

100.0 

840 

849 

101.1 

31 

32 

103.2 

Dist. 

151 

151 

100.0 

4791 

4819 

100.6 

4942 

4970 

100.6 

228 

240 

105.3 

NPS  RESERVE  MALE 
GROUND 


NPS  RESERVE 
MALE  AVIATION 


RS 

RQMT 

SHIP 

% 

QUOTA 

SHIP  % 

Mon. 

242 

275 

113.6 

0 

0 

NA 

Jac. 

153 

194 

126.8 

23 

26 

113.0 

Mac. 

255 

270 

105.9 

136 

138 

101.5 

Nas. 

250 

259 

103.6 

76 

76 

100.0 

Orl. 

149 

170 

114.1 

0 

0 

NA 

Ral. 

132 

155 

117.4 

17 

17 

100.0 

Dist. 

1181 

1323 

112.0 

252 

257 

102.0 

NPS  RESERVE  FEMALE 
RQMT  SHIP  % 

0 0 NA 

7 9 128.6 

18  18  100.0 

0 0 NA 

6 6 100.0 

9 9 100.0 

40  42  105.0 


TOTAL  FORCE 
SHIPPED 
RQMT  SHIP  % 

990  1033  104.3 

749  806  107.6 

1329  1349  101.5 

1131  1143  101.1 

1415  1439  101.7 

1029  1062  103  2 

6643  6832  102  8 


SHIPPING  QUALITY 


RS 

% MG  l-IIIA  SHIPPED 

% HSG  SHIPPED 

% NPS  REG 
4-6  VR  TOE 

% CEP  + QEP  f 

NSP  REG 

NPS  RES 

NPS  REG 

NPS  RES 

RS 

SHIP 

SHIPPED 

Mon. 

63.9 

69.5 

97.4 

97.1 

Mon.  99.3 

166.2 

Jac. 

67.9 

70.7 

95.5 

97.3 

Jac. 

98.9 

328.9 

Mac. 

63.8 

72.8 

98.0 

98.8 

Mac.  99.7 

235.6 

Nas. 

66.8 

64.2 

96.6 

96.7 

Nas. 

97.2 

122.0 

Orl. 

63.9 

72.7 

97.2 

98.8 

Orl. 

99.3 

137.3 

Ral. 

63.3 

68.5 

96.0 

97.7 

Ral. 

100.0 

125.8 

Dist. 

64.6 

69.7 

96.9 

97.7 

Dist. 

99.1 

170.7 

PRODUCTION 


PS  REG  NNC 


NPS  REGULAR 
MALE  NNC 


NPS  + PS  REG 
MALE  NNC 


NPS  REG 
FEMALE  NNC 


RS 

QUOTA 

NNC 

% 

QUOTA 

NNC  % 

QUOTA 

NNC 

% 

quota 

NNC 

% 

Mon. 

26 

24 

92.3 

743 

825  111,0 

769 

849 

110.4 

50 

59 

118.0 

Jac. 

21 

29 

138.1 

458 

646  141.0 

479 

675 

140.9 

25 

26 

104.0 

Mac. 

38 

24 

63.2 

967 

1200  124.1 

1005 

1224 

121.8 

43 

40 

93.0 

Nas. 

36 

30 

83.3 

859 

913  106.3 

895 

943 

105.4 

58 

61 

105.2 

Orl. 

40 

42 

105.0 

1393 

1367  98.1 

1433 

1409 

98.3 

67 

60 

89.6 

Ral. 

34 

39 

114.7 

976 

997  102.2 

1010 

1036 

102.6 

41 

28 

68.3 

Dist. 

195 

188 

96.4 

5396 

5948  110.2 

5591 

6136 

109.7 

284 

274 

96.5 

NPS  RES  MALE 
GROUND  NNC 


NPS  RES  MALE 
AVIATION  NNC. 


NPS  RESERVE 
FEMALE  NNC 


PRODUCTION  QUALITY 


TOTAL  FORCE 


RS 

QUOTA 

NNC 

% 

NNC 

QUOTA 

> % 

QUOTA 

NNC 

% 

QUOTA 

NNC  % 

Mon 

304 

277 

91.1 

0 

0 

NA 

0 

0 

NA 

1123 

1185  105.5 

Jac. 

199 

194 

97.5 

27 

12 

44.4 

9 

3 

33.3 

739 

910  123.1 

Mac. 

330 

307 

93.0 

125 

107 

85.6 

28 

12 

42.9 

1531 

1690  110.4 

Nas. 

340 

277 

81.5 

53 

44 

83.0 

0 

0 

NA 

1346 

1325  98.4 

Orl. 

184 

202 

109.8 

0 

0 

NA 

8 

2 

25.0 

1692 

1673  98.9 

Ral. 

177 

179 

101.1 

17 

11 

64.7 

17 

7 

41.2 

1262 

1261  99.9 

Dist. 

1534 

1436 

93.6 

222 

174 

78.4 

62 

24 

38.7 

7693 

8044  104.6 

% MG  I - 1 1 1 A 
NNC 

RS  NPS  REG  NPS  RES 

Mon.  64.8  75.5 

Jac  67.4  67.0 

Mac.  67.4  78.2 

Nas.  67.4  67.9 

Orl.  66.0  74.0 

Ral.  65.1  67.0 

Dist.  63.9  72.4 


% TIER  I HSG 
NNC 

NPSREGM  NPSRESM 

96.9  98.1 

94.7  98.6 

99.0  101.9 

93.4  97.5 

98.1  98.6 

92.1  95.6 

96.0  98.5 


% CEP  + QEP 
QUOTA  CONTRACTED 

208.6 

217.6 
152.0 

95.6 

146.9 

106.9 

147.6 


REC 

PROD 

APR 

1.80 

2.11 

1.88 

1.67 

1.68 
1.69 
1.78 


